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President’s Perspective
Joe Watson, ATRI President

Open Swim at the Pools

Automotive salvage pools are
becoming less restricted and more
open to the public. This is a state-
ment of fact. How will this affect the
markets, who are the parties it will
affect, and how will it affect them?
Considering the enormity of the
question let us limit the scope to
vehicles with Salvage Titles in the
state of Illinois.

The four players in the restricted salvage pools
are the insurance companies, the auction facilities,
the auto recycler, and the auto rebuilder. Let’s
explore the reasons for the restrictions in place in
the salvage pools. The insurance company has
decided through mathematical calculations that
certain vehicles are unrepairable given the cost of
the materials and labor to repair the vehicle cor-
rectly. These vehicles are ‘branded’ with a salvage
title, which under current Illinois law restricts the
sale of these vehicles to licensed auto recyclers,
licensed auto rebuilders, or exporters. The laws in
Illinois regulating to the eligibility requirements of
who can purchase these vehicles date back to the
1980’s. Back in the 1980’s auto theft was rampant,
thieves would steal vehicles, strip them of expen-
sive to replace parts, abandon the vehicles, then
purchase them back at auction replace all the parts

they removed, and sell the vehicle.
There were also many news reports
about vehicles that were repaired by
substandard, unqualified people who
were selling the repaired vehicles to
the unsuspecting public. =~ When
enough damage was done, enough
lives were lost, the media decided to
shed light on the problem, and the
Illinois Legislature put into place
restrictions limiting to whom the salvage could be
sold. The laws in Illinois were to become the tem-
plate from which other States would create their
laws regarding automotive salvage. One of the
interesting aspects of the legislation was that it was
the Illinois Recyclers who spearheaded the cause,
asking to be licensed and regulated by the State of
Illinois in order to assure that total loss salvage
vehicles be responsibly recycled.

The new venue for the salvage pools is the
internet, and the internet, as we know, breaks down
many barriers. The requirements of proof of being
a licensed recycler or rebuilder are not consistent
across state lines. What may be acceptable for a
license in Iowa may not be acceptable in Illinois,
however Interstate commerce requires that an lowa

President’s Perspective continued on page 4...
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The ATRI NEWS

The ATRI News is published six
times per year for the Auto & Truck
Recyclers of Illinois. None of the
material in this publication neces-
sarily reflects the opinion of ATRI,
its officers, directors, staff, members
or it’s Publisher. Statements of fact
and opinion are the responsibility of
the author alone.

Articles and letters suitable for pub-
lication will be published in the next
scheduled newsletter as space per-
mits. Material should be sent to:
Michelle Lechner
Executive Director, ATRI
1700 Fieldstone Drive South
Shorewood, IL 60404
illautorecyclers@aol.com

Articles may be edited for length
and format.

Throughout this issue, trademarked
names are used. Rather than place a
trademark symbol in every occur-
rence of a trademarked name, we
state we are using the names only in
an editorial fashion, and to the ben-
efit of the trademark owner, with no
intention of infringement of the
trademark. Mention of trade names,
commercial products, or techniques
does not constitute endorsement or
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... President’s Perspective continued from cover

recycler/rebuilder be given the opportunity to do
business in other states, such as Illinois as long as
they comply with the regulations of that state.
Remember the internet reference? This would
mean that an individual in a state who has virtual-
ly no requirements for having a recycling license
or does not even have a recycling license, would be
unrestricted to whom they sell to as long as the
auction takes place in the lightly/unrestricted state.
The unrestricted state is called the internet. The
auction company establishes their business in an
unregulated state, declares that no matter where the
vehicle is physically located, the auction is taking
place in cyberspace, so the only laws that must be
obeyed are the laws in the state in which the auc-
tion company resides in. Is this fact? It is an opin-
ion that I am sure will soon be played out in a
courthouse. 1 would tend to think that once the
auctions are strictly internet based and no longer
are you able to bid at the auction in person, then
the auction company would have a fair argument
that would at least get them in the door.

Why remove restrictions on who can purchase
salvage? For the insurance company, it would
mean that the revenues received from selling vehi-
cles at auction would be higher. Once more buyers
enter the market with no change in the number sup-
pliers, the price of the product increases. The auc-
tion would also receive higher revenues because

“The Place for Parts”

I55 Auto Salvage, Inc.

USED CAR & TRUCK PARTS

877-467-2941

PHONE: 815-467-2938
FAX: 815-467-7152

DAN - DAVE - DOUG - DON - TODD

22661 FRONTAGE ROAD * CHANNAHON, IL 60410

they receive a percentage of the price the vehicle
sells for at auction, along with buyer’s fees, load-
ing fees, shipping fees ect. The licensed recycler
and the licensed rebuilder will expect to pay sub-
stantially higher for the cost of the vehicles, how-
ever the unlicensed recycler and unlicensed
rebuilder now have access to vehicles they never
had before. For the general public, they are now
able to have access to vehicles for a substantial
decrease in cost to them. Seems like a no brainer;
the insurance companies win, premiums decrease,
the general public has access to cheaper cars, and
premiums decrease.

Before we jump on board, let us examine the
repercussions of removing restriction. Without the
restrictions placed upon who may purchase the sal-
vage vehicles, we have just created a situation
where there will be no safety concerns. With no
restrictions on who can purchase a salvage vehicle,
who the insurance company, with its vast resources
has determined the vehicle cannot be properly
repaired cost effectively, the unsuspecting public
will once again find themselves in the same situa-
tion as they had in the 1980’s. We will have vehi-
cles repaired in a substandard method placed back
on the roads, we will have an increase in auto theft,
we will have an increased number of vehicles with
reuseable auto parts exported, we will have gone
full circle back to the 1980’s and many people will
die in unnecessary accidents until we realize the
foolishness of the decision to un-regulate the auto-
mobile salvage pools.

4 )

“If you never accept a
challenge, you will never feel
the excitement of victory.”

Anonymous
Attitude is Everything

- J
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Executive’s Viewpoint
Michelle Lechner, Executive Director

By the time you read this letter you
will have put another holiday season
behind. Does everyone get in the
mind-set of having a new year’s reso-
lution? I know I do. As far as the recy-
cling industry I can think of many
issues that are certainly at the fore-
front. I guess there is always an issue
that needs addressing and that is where
ATRI can help. The ATRI office has
been busier than ever with phone calls on many
issues. A few that come to mind are: Cash for
Clunkers, unregulated buyers at the salvage pools,
mercury switch programs (ELVS), airbags,
NMVTIS, I really could go on and on.

Another issues that we are facing in 2010 is
model legislation on aftermarket parts. The
National Conference of Insurance Legislators
(NCOIL) is looking at a bill which includes sal-
vage non-deployed airbags. This is a very good
place to start and we will see what happens and
will be watching its progress. I attended the
Collision Industry Conference (CIC) in Las Vegas
this year. The idea is to get our name out there with
that industry and I must say we need to be. It only
makes sense to me that we need to have a better
working relationship with that industry. I met with
a lot of people and attended an all day conference
that was very informative. I invited many of them
to attend the CMARC convention April 30/ May
Ist.

I think the wave of future in this industry is
going greener all the time, which is one of the rea-
sons we are so glad to have the ILL Green Car
Program. You have been reading a lot about it if
you are reading the ATRI newsletters. We are hop-

ing more and more come on board
with the program. It truly is a great
effort and I would think all of you
would want to be a part of it.

It does seem that the auto recy-
cling industry is much more in the spot
light these days, and there is always
something new to learn about, and
possibly challenge. I am very proud to
have been able to assist so many with
the questions and problems they are facing. My
phone here at the ATRI office rings every day with
either a question, someone looking for direction, or
just to discuss ongoing issues of the day. I am
thankful for the ATRI board of Directors, who con-
tinually devote their time to make sure you are
receiving the richest that ATRI has to offer. This
has been a good year for ATRI as we have contin-
ued to grow and grow. An association takes a
strong commitment for all of you so please contin-
ue on with us and be a part of your association and
make a difference. I hope we all continue to work
together on the issues at hand and provide you with
all that this association has to offer.

For 2010 look for ATRI to have a program
completed with Waubonsee College for the auto
recyclers of tomorrow. Waubonsee College will
offer classes for your existing employees as well as
programs for those just getting started. The result
will be better employees and that insures better
quality overall and better service to your cus-
tomers. With everything this program has to offer,
it is a win win situation, and it is appropriate that
these options have been made available for you
through ATRI.

ATRI will continue to provide you with the lat-
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est and greatest in the industry. This year’s conven-
tion, CMARC, is the buzz. This will be a great
opportunity for all of you to network, learn what
works and what does not. Attend round table dis-
cussions that I am sure will be of great interest to
you. As far as the fun part now is your time to
begin planning for the demolition derby; the event
everybody is talking about. Please join us April 30
/ May 1st in Des Moines, lowa as the first CMARC
commences. This event will be worth the $99 it
will cost you for 2 days of seminars, the tradeshow,
all three of your meals, and of course, free beer.
Please see the advertisement in this newsletter and
watch your mail for registration information.
Lastly, I want to thank RJ McClellan, Inc, and
their staff, for our newsletter. They do a great job

getting the word out, but without those who buy
advertising for it, we would not have the benefit of
their services. Please support our advertisers. I also
want to thank all of you for acknowledging the
newsletter and taking time out of your day to call
me to say that. If you have an article you would
like to share please send it. I am always looking for
industry news we can use.

My very best to you all in the New Year. I hope
you strive to make it the best ever.

Cheers,

Michelle Lechner

Executive Director

CHICAGO INDUSTRIAL CATALYTIC LTD.

Specialists in: v catalytic converters
v catalysts
v metals
v alloys

Please call to schedule a pick up!

Phone:
Fax:

(312) 914-6666
(847) 236-9725

Warehouse - Chicago, IL




Discover the Benifits
of Being an ATRI Member!

Illinois Green Car Program (Illinois Certified Automotive Recyclers)

lllinois Green Car recognizes and certifies that the member meets certain criteria in terms of environ-
mental impact, safety, licensing and other regulatory standards as well as general business practices.
This program is endorsed by the lllinois EPA and is cost effective. For just $50 a year you can become
CAR certified through the National Association. ATRI has an established a working relationship with
lllinois EPA so if you have questions for them but don’t want to call, ATRI will be glad to make the call
and provide you the answers.

ATRI Legislative Committee oversees legislative issues pertaining to lllinois auto recyclers.
Through the Committee, ATRI engages in lobbying efforts and has established relationships with gov-
ernment agencies including the Secretary of State of lllinois.

Education and Training Opportunities

ATRI provides training throughout the year. Additionally, ATRI provides educational programs, social
events, yard tours, and networking with fellow recyclers.

Opportunities to network, share and learn from other recyclers. See what works and what

does not.

ATRI Newsletter is published 6 times a year

The newsletter is currently mailed to all recyclers in lllinois. The newsletter includes industry news, a
complete listing of the membership, updates on legislative and environmental issues and lots of other
interesting information | am sure you will find useful in your day-to-day business operations.

CMARC Central Midwest Auto Recyclers Convention and trade show held annually
This event rotates between lowa, lllinois and Indiana. This event is designed to bring recyclers and ven-
dors together from all over to network, educate, and provide and encourage camaraderie. We invite
our fellow recyclers from surrounding states to attend our convention and trade show, which clearly
makes CMARC a regional show like none other.

Website and staff accessibility, wwuw.illinoisautorecyclers.com
e All members are listed on the website with all of your information, including a link to your
website, if available.
Newsletter archives
Calendar of Events, as they are scheduled.
Parts Search, an opportunity for each member to sell parts.
Suppliers list, a complete list of suppliers, associate members of ATRI.
All contact information for the ATRI Board of Directors and Staff.
Staff accessible to answer all your questions, or find the answer for you.
Information friendly, ask ATRI to email the membership with an article or question you may have.

ATRI is a member of the Automotive Recyclers Association, the National association for

auto recyclers. ATRI is active by participating at the ARA conventions and sharing that information with
ATRI Members.

All Illinois recyclers encouraged to join ATRI and make a
difference by getting involved. Support your state association
and reap the great benefits of the membership.



Auto & Truck
Recyclers of Illinois

Application for Membership

Please print or type

Business Name

Contact Name

Address

City County State Zip

Phone Fax

E-mail

Type of Business Activities

(CHECK ALL THAT APPLY)

J Recycler J New Parts J Body Shop
(d Automotive Mechanics a Towing (A Import Vehicles
(J Domestic Vehicles J Light Truck
(A Other

Investment
J 14 Employees. . .. ..oo e $250
(59 EmMplOYees. . ... vvo et $375
(J 10 + EMpPIOyees. . . ..o oot $500
(D ASSOCIALE . . o oo $250
Amount Remitted .. ......... ... ... ... ... ... $

Mail Completed Form to
Auto & Truck Recyclers of Illinois
1700 Fieldstone Dr., South
Shorewood, IL 60431
Fax: 815/744-2277
Email: ILLAutoRecyclers @aol.com

QUESTIONS CALL: 877.880.2874
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Coultas

Recycling

Coultas Recycling has been serving it's cus-
tomers with full and self service auto parts since
1979. We currently have 4,000 vehicles available
for parts. We also have a Buy Back Recycling
Center where you can sell anything from cans to
cars. Come see Ed and his #1 grandson
Christopher to save some cash or take some cash
home with you!

Open Monday - Friday 8am - Spm

Saturday 8am - 4pm
www.coultasrecycling.com

Ed Coultas with Grandson Christopher

The 2010 dues notices have

gone out so if you did not get
one please notify Michelle in the
ATRI office at 877-880-2874
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CIC and NACE Recap
By Joe Watson

I attended the CIC/NACE show this year in Las
Vegas. This was my first time attending these
shows and I must admit I was pretty impressed
with the information available. For those of you
who don’t know CIC is the Collision Industry
Conference, and NACE is the acronym for
International Autobody Congress & Exposition.
Why would an Auto Recycler attend a conference
as well as take classes intended for the Collision
industry? The answer is simple; we need to know
the language that our customer’s speak. We need
to know where the sectioning places are in vehi-
cles; we need to know how they put vehicles
together so that we can better understand how to
take them apart, we need to know what the new
advanced metal are, and where they are located.
We need knowledge. We need to let the collision
industry know that we want to open the lines of
communication.

While attending several of the classes, the
instructor asked us to introduce ourselves and tell
where we were from and what our business focus
was. I was the only Auto Recycler in all but two of
the classes, and the two classes that had recyclers
dealt with the use of recycled auto parts. The mes-
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219 Main Street « Cedar Falls, IA 50613

Phone: (319) 268-4242 « Fax: (319) 268-4211
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Email: PeteH@MyLSB.com

+ BANKING . \ ‘
« INSURANCE
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WWW.MYLSB.COM

h
PETE HILL
VICE PRESIDENT
COMMERCIAL INSURANCE

sage that I got from the people in the classes were
that the use of recycled parts was on the rise, how-
ever each one of them had a horror story about
ordering a recycled part and getting ‘junk’. I asked
how the issue was resolved and several explained
that they sent the part back and never called the
recycler again. There was not an issue with the
customer service, or the return policy, but they
decided in that one transaction, that recycled parts
were of poor quality. I nodded and asked if they
ever received a new or reconditioned part that had
failed. The answer was yes, and when I asked how
those suppliers handled the problem, they laughed
as they saw where I was headed. The concept was
that if those new parts went bad, it was a fluke, if
the recycled part went bad or did not solve the
problem, it reflected on ALL recycled parts.

The collision industry does have substandard
repair facilities, professional s in the industry
knows this and they are working hard to get the
good shops certified, trained, clean, environmen-
tally responsible, and fair, the list goes on. The top
quality shops that don’t deserve the reputation of
the substandard are lumped in with them... does
this sound at all familiar? I had to laugh, they were
treating the Auto Recycler, just the same as those
shops hated to be treated, lumped in with substan-
dard businesses.

4 “For every obstacle )
there is a solution -
over, under, around,
and through.”

Anonymous
\ Attitude is Everything j
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We as Auto Recyclers need to get out and
become trained, we need our employees and
coworkers trained, we need those certification cer-
tificates, we need the networking training provides.
When we network, we share concepts and establish
a commonality between each other. We find out
that we have the same issues, and that we each
understand the problems each other faces. Once
this happens we need to talk to the repair and col-
lision shop owners as well as the technicians,
explain why it makes sense to buy recycled prod-
ucts. Show them the difference between a rep-
utable recycler and a substandard facility, once that
happens we will see a greater acceptance of recy-
cled auto parts, and with that comes an increase in
sales and profits. Being a member of you state
trade association brings credibility, sharing that
common thread of responsibility can go far to fos-

ter the good will that we have and will continue to
build as our relationship inside our industry grow.

WELCOME TO ATRI’S
NEW MEMBERS

DIRECT MEMBER

Neal Auto Parts
3407 W. Farmington Rd
Peoria, IL 61604

ph: 309/673-7404

fax: 309/673-2320
email: nealauto@aol.com

Website: www.Nealautoparts.com

Contact: Eric or Kelly Neal

877-YES-IBID

AN

WWW.IAAI.COM

INSURANCE

AUTO AUCTIONS

IAA-Chicago-North

110 E. Palatine Rd. #B
Wheeling, IL

(847) 541-4580
Kevin Mitchell, Branch Manager

Markham, IL
Auctions: Tuesdays, 9:00am

(708) 333-5700

IAA is committed to the
Auto & Truck Recyclers of lllinois!

IAA-Chicago-West

280 E. Sullivan Rd.

IAA-Chicago-South
16452 S. Crawford Ave.
Kevin Mitchell, Branch Manager

Auctions: Tuesdays, 1:30pm

Kevin Mitchell, Branch Manager
Auctions: Wednesdays, 9:00am

Aurora, IL
(630) 896-5300 301 Madigan Dr.
Lincoln, IL
(217) 732-8555
Terry Charron, Branch Manager
Auctions: Wednesdays, 9:00am
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Does Your Facility Have Red Flags?

By David Kendziorski
lllinois Green CAR Program Manager

The best part of my job is having the opportuni-
ty to visit hundreds of recyclers each year to check
and verify their compliance with certification pro-
gram standards. Typically, I'll first enter the office,
meet with the manager or owner, and then walk
through the operation. I try to be careful to avoid
rushing to judgment, but I can’t help it: upon arrival,
it usually takes me only minutes to determine
whether the facility is a professional business that is
committed to meeting industry standards, or
whether it’s a facility that is trying to do as little as
possible to stay out of trouble (and pass the audit).
Contrary to popular belief, my experience is that the
state of the economy, or even the financial success
of the business, has little impact on the compliance
status. Rather, the level of compliance seems to
directly relate to the work culture set by the owner.

Here are the red flags that often provide an ini-
tial indication that the facility is struggling to com-
ply with standards and regulations:

v Nasty attitudes. Owners and managers who
constantly complain about government regu-
lations, unfair competition, the economy,
their industry, and even their own employees

815-673-3737
800-548-9151
Fax 815-672-5430

401 WEST 10TH STREET, STREATOR, IL 61364
www.rhodesautosss.com

INTHE QRP NETWORK, WE HAVE 34 LOCATIONS IN
9 STATES AND 1.3 MILLION PARTS IN INVENTORY

i
* ARA * GOLD SEAL *
i
* CAR CERTIFIED * SO

do not establish a workplace that promotes
positive compliance. Their workers are often
frustrated and frequently take shortcuts.

v Poor customer service. Rude telephone eti-
quette and unhelpful counter salesmen indi-
cate trouble. Signs such as “No Returns — No
Exceptions!”, “If You Decide You Don’t Want
the Part, You Now Have a Spare”, and “KEEP
OUT!” do not exactly welcome customers.
Cramped and dirty retail sales areas are not
customer friendly. Bad customer service
often accompanies bad business practices.

v Dirty workers. You’ve seen the guys whose
arms and clothes are totally covered in
grease. Umm...let’s not shake hands. Messy
workers = messy yard.

v Oil stains. Excessive oil stains on the ground
or pavement are an obvious indicator that too
many fluids are being released, and the work-
ers are not bothering to clean them up. This is
the ultimate red flag, and potentially could
lead to a spill violation or even worse, trigger
an investigation and remediation order.

v Badly leaking equipment. Poor preventive
maintenance leaves an oily trail that cannot
be missed.

v Open fluid containers. Fluid containers
without covers or caps are not only illegal,
but they are accidents waiting to happen.

v Mud! Muddy shoes, roadways, vehicles, and
equipment. Customers can find the yard by
following the path of dirt.

Thankfully, certified auto recyclers are courte-

ous, professional, and clean. Red flags are becom-
ing rarer. Progress!
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It Takes a Village

By David Kendziorski
lllinois Green CAR Program Manager

Owning and managing an auto recycling facil-
ity that protects the environment and worker safe-
ty takes a village...and more. It takes enlightened
leadership, dedicated employees, industry advo-
cates (like ATRI and ARA), problem-solving non-
profit organizations, fair minded regulators, and
smart policy-makers. Successful recyclers will
learn how to work with all of these stakeholders to
develop innovative, consensus-based solutions to
our industry’s most pressing problems. Innovation
can sometimes lead to faster, cleaner, and better
solutions that actually are less costly than conven-
tional practices.

Given today’s fast-paced marketplace and
complex technical issues facing the recycling

Illinois Green Car
Members

Bionic auto Parts
Rhodes Auto S/S/S
Rockford Auto Parts, Inc.
Speedway Auto, LTD
Auto Parts City, Inc
ABC Auto Parts & Wreckers, Inc
Geiger Truck Parts, Inc
Stafford’s Inc
I-55 Auto Salvage Inc
Scotty’s Auto Parts
Route 14 Auto Parts
New Cats Auto Parts
B.C Automotive

industry, coupled with many companies simply
struggling to survive, it is more important than ever
that the recycling industry reach outside its walls
and work collaboratively with stakeholders. Issues
such as storm water permitting, airbags, CFCs, and
mercury switches will challenge both large recy-
cler corporations and mom-and-pop shops.
Companies will grapple with how to comply with
ever-increasing regulations without shifting too
much focus away from the core profitability of the
business. How do you invite fresh thinking and
new ideas without legitimizing objectives that
might be in direct conflict with ours?

The answer is by connecting and creating part-
nerships that are committed to solving shared fair
and reasonable solutions.

The Illinois Green Certified Automotive
Recycler (Illinois Green CAR) program will bring
the village together. It provides the organization,
credibility, and technical expertise needed to open
doors, share information, persuasively present our
industry’s position, explore other options, and ulti-
mately craft practical solutions that are widely-
accepted. Consider joining the Green CAR pro-
gram. For an annual fee of $350, each Green CAR
participant receives compliance assistance, the
Green CAR Guidance Manual, help in meeting 27
industry-leading safety and environmental stan-
dards, certification verified by on-site audits, a
Green CAR certificate, and the annual report. Most
important, you will receive professional guidance
that is specific to your facility, you will have the
opportunity to closely interact with Illinois’ best
recyclers, and you can help build the village.
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Illinois Green Certified Automotive Recycler
(Illinois Green CAR)

Application Form

Owner/Contact Name(s):

Business Name:

D.B.A. (If applicable):

Street Address:

City: State: Zip Code:

Mailing Address (if different):

Phone: Fax:

E-mail:

I wish to apply for Illinois Green Certified Automotive Recycler (Illinois Green CAR)
certification.

I agree to meet the Illinois Green CAR standards.

I agree to participate in the Illinois Green CAR auditing program to verify compliance
with the Illinois CAR standards.

I agree to pay the Illinois Green CAR membership fee as established by ATRI.

I agree to comply with the following guidelines:
J Be a member of ATRI, and meet the membership requirements.

O Appropriately display applicable Illinois Green CAR program identity and promotional
materials. I agree to surrender same if ATRI membership is canceled or terminated.

0 Improve my effectiveness as a business person and professional automotive recycler either
through business courses and seminars offered by ATRI, or by recognized colleges and
universities.

J To not knowingly purchase and/or sell automotive parts of questionable origin. An Illinois
Green CAR member should take pride in his industry and business, thereby enhancing quali-
ty, customer service and confidence.

I understand that as the automotive recycling industry changes, the requirements to be an llinois
Green CAR member may also change, I agree to incorporate any such changes in my business. If I fail
to do so, my Illinois Green CAR membership will be subject to termination.

Business Owner Signature: Date:

Staff Use Only: (date received by ATRI)
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15 Customer Service NO NO's

By Nancy Friedman

Throughout the years, we at Telephone Doctor
have gathered up all sorts of information using sur-
veys and finding things that frustrate customers. From
these lists we have been able to bring you the
vignettes in our DVD programs. And that's what
makes Telephone Doctor programs so ‘real.’ It's
because they are. The segments produced within the
DVDs aren't ‘made up' — they're from YOU. Things,
events and situations that have happened to you, me
or we have witnessed.

Often times I've had things happen in a service
situation that I know if we produced, people would

“ Hollander

a Solera company

think, “Oh no, nothing as bad as that could ever hap-
pen.” But we know it does, right?

So, this month we have culled together a list of
top Customer Service NO NO's; a combination of
things that the customer doesn't like.

I'm sure there are more; however, these rank as
the top 15.

1. Employees are having a bad day and their
foul mood carries over in conversations with
customers. (Everyone has bad days, but cus-
tomer service employees need to keep theirs
to themselves.)

Three Essential Products You Need to Automate
Your Business and Increase Your Profits

EDEN: - Parts Locating Network

Trade with 2,000 business partnars

* Insert parts directly into repair facility and insurer estimates
Sell parls on lhe weab al www.mypartshop.com

Market inventory on your website with Direct Hit

L]

-

L]

Powerlink - Yard Management System

* Automated Mricing that suggests changes in prices
based on market conditions in your area

¢ Crealion ol an order [rom a quole wilhoul having
to start from scratch

= Automated insertion of extended warranties
lo increase sales

£ 2008 Audates: Morth Amenica, Inc. All Rights Rescrved. | ollandor, Powerink, COON and o Cornm

e-Commerce - Online Selling Solution

* Save time and increase sales by allowing custormers
to purchase directly from your website

*  |urn salkes inlo orders by assunng parl availatilily
with direct integration to Powerlink

= Reward high-volume customers with special pricing,
delivery oplions, and credil limils

300-825-0644

www.hollandersystems.com

ceco are registored tradomarks of Audates: North Amcrica, Inc.
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2. Employees hang up on angry customers.
(Ironclad rule: Never hang up on a customer.)

3. Not returning phone calls or voice-mail mes-
sages, despite listing your phone number on
your Website and/or in ads and directories.
(Call customers back as soon as you can, or
have calls returned on your behalf.)

4. Employees put callers on hold without asking
them first, as a courtesy. (Ask customers
politely if you can put them on hold; very few
will complain or say, “No way!”)

5. Employees put callers on a speakerphone
without asking them first if it is OK. (Again:
Ask first, as a courtesy.)

6. Employees eat, drink or chew gum while
talking with customers on the phone. (A tele-
phone mouthpiece is like a microphone; nois-
es can easily be picked up. Employees need
to eat their meals away from the phone. And
save that stick of gum for break time.)

7. You have call waiting on your business
lines, and employees frequently interrupt
existing calls to take new calls. (One inter-
ruption in a call might be excusable;
beyond that, you are crossing the “rude”
threshold. Do your best to be prepared with
enough staff for peak calling times.)

8. Employees forget to use the words “please,”
“thank you” and “you're welcome.” (Please
use these words generously, thank you.)

9. Employees hold side conversations with

g Auto Parts & Sales, L..

Inc.

(773) 489-6020
or (708) 489-6020 U
Fax (773) 489-4722 |39

ba
VYIS Y1 T Www.bionicautoparts.com e*{“‘“ﬂ
w sz_bj E‘ parts@bionicautoparts.com u;%im

4655 W. NORTH AVENUE » CHICAGO, IL 60639

friends or each other while talking to cus-
tomers on the phone or they make personal
calls on cell phones. (Don't do either of
these.)

10. Employees seem incapable of offering more
than one-word answers. (One-word answers
come across as rude and uncaring.)

11. Employees do provide more than one-word
answers, but a lot of the words are grounded
in company or industry jargon that many cus-
tomers don't understand. (For example, don't
casually drop in abbreviations such as APIs,
ISVs, SMTP or TCP/IP.)

12. Employees request that customers call them
back when the employees aren't so busy.
(Customers should never be told to call back.
Request the customer's number instead.)

13. Employees rush through calls forcing cus-
tomers off the phone at the earliest opportuni-
ty. (Be a little more discreet. Politely suggest
that you've got the information you need and
you need to move on to other calls.)

14. Employees obnoxiously bellow “What's this
in reference to?” effectively humbling cus-
tomers and belittling their requests.
(Screening techniques can be used with a lit-
tle more warmth and finesse. If a caller has
mistakenly come your way, do your best to
point him or her in the right direction.)

15. Employees freely admit to customers that
they hate their jobs. (This simply makes the
entire company look bad. And don't think
such a moment of candor or lapse in judg-
ment won't get back to the boss.)

If you have your own "Customer Service" no no,
email it to PRESS@telephonedoctor.com. Who
knows, it could end up in one of our DVD training
programs!

©Telephone Doctor, Inc. Since 1983 Telephone Doctor
Customer Service Training has helped 25,000 organizations
improve the way they communicate with their customers.

www.telephonedoctor.com
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Legislative Report

ILLINOIS HB1181

06/30/09 Introduced: 02/11/09

Expedites title applications

Sponsor: Beiser

Introduced: 02/11/09

Committee: Senate Transportation

05/20/09 Passed third reading. Passed Both Houses.
06/18/09 Sent to the Governor for signature.
08/17/09 Governor Approved. Public Act 96-0554
PASSED

ILLINOIS  HB4597

06/30/09 Introduced: 07/13/09

Amends the lllinois Income Tax Act. Creates a deduction for
any amount that is included in a taxpayer’s federal adjust-
ed gross income for the taxable year as a result of a
voucher received under the Car Allowance Rebate System
established under the federal Consumer Assistance to
Recycle and Save Act of 2009.

Sponsor: Bost

Introduced: 07/13/09

Committee: House Rules

07/13/09 Filed with the Clerk by Rep. Mike Bost. First
Reading

07/15/09 Referred to Rules Committee

11/20/09 No further action. Returned from spring ses-
sion.

ILLINOIS  HR431

06/30/09 Introduced: 05/20/09

The Office of the Secretary of State shall undertake an
examination of the laws and procedures with respect to
junking of vehicles and prepare a report.

Sponsor: Rose

Introduced: 05/20/09

Committee: House Vehicles & Safety

05/30/09 Assigned to Vehicles & Safety Committee.
Motion to Suspend Rule 25 (Suspension of Posting
Requirements) - Prevailed by Voice Vote.

11/20/09 No further action. Returned from spring ses-
sion.

ILLINOIS SB180

06/30/09  Introduced: 01/30/09

Amends the Recyclable Metal Purchase Registration Law.
Provides that iron, steel, and other ferrous metals are
included in the definition of “recyclable metal”.

Sponsor: Watson

Introduced: 01/30/09

Committee: Senate Assignments

11/20/09 No further action. Returned from spring ses-
sion.

ILLINOIS SB866

06/30/09 Introduced: 02/06/09

Junkyard Act. Makes a technical change in a Section con-
cerning public policy.

Sponsor: Cullerton

Introduced: 02/06/09

Committee: Senate Assignments

04/23/09 Second Reading. Placed on Daily Galendar
pending 3rd Reading

08/15/09 Pursuant to Senate Rule 3-9(b) / Referred to
Assignments

11/20/09 No further action. Returned from spring ses-
sion.

ILLINOIS  SB941

06/30/09 Introduced: 02/06/09

AMENDED AND NO LONGER DEALS WITH:

Amends the lllinois Vehicle Code. Makes a technical
change in a Section concerning stolen, converted, recov-
ered, and unclaimed vehicles.

Eliminates the use of junking manifest, uniform invoice, or
certificate of purchase as proof of ownership.

Sponsor: Muioz

Introduced: 02/06/09

Committee: House Executive

10/27/09 House Floor Amendment No. 3 filed.
10/29/09 House Floor Amendment No. 4 filed and rec-
ommended for adoption. Amendment No. 2 withdrawn
and Amendment No. 4 adopted. Placed on Calendar
Order of 3rd Reading - Short Debate N/A
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Are You Ready To Rock-N-Roll

In Your Business?
By Dana Borowka, MA, CEO of Lighthouse Consulting Services, LLC

Today is the day to look beyond into the
upcoming decade... to look at the many opportuni-
ties and open horizons that can be in store for you
and your organization! This is the time to rally the
people that you work with and begin to collaborate
and gather ideas in the following areas:

* Improving efficiency

* Marketing and sales

e Opportunities for acquisitions

e Operational processes

e Cost efficient ways to do things differently

e Identify specific traits in people that you’d

like to add to your team

* How to better mentor staff members

Those are just a few areas to explore. Looking
out into the future you’ll want to take advantage of
some of the fresh talent that will be available.
However, you’ll need to be very selective as to who
you’ll want on your team. Managing down just
doesn’t work any longer. Understanding the
strengths of an individual will help to promote a
positive environment where people will want to
share ideas that might not have been considered in
the past. This is the time to build a positive repu-

%) Recycled Parts Plus

www.rpplus.com

Parts Broadcast Line: 888-210-1850

Fax: 800-469-9445

Cindy LaVesser Direct: 866-837-2039
cklavesser@wi.rr.com

tation so your company is a magnet for attracting
top talent.

Thinking Outside of the Box

I was at a restaurant recently and asked to see
if an item that I didn’t see on the menu was avail-
able or if I had overlooked it on the menu. The
restaurant didn’t have the item, but the staff
response set me back. The server stated, “Our
goal is to think out of the box. To do what we can
to please the customer so that positive word of
mouth is shared and that will result in more busi-
ness for us!” Isn’t that what we all want... team
members that will think out of the box... positive
word of mouth about our business... to increase
revenue. What we all need are people like that on
our team. So the million dollar question is... how
do we get staff members to think along those lines
and how can we attract people like that?

What is Driving Your Top People

Learn what is driving your top talent people. If
you help them to succeed you’ll create a high level
of retention and become a magnet for recruiting.
Here are some action items for you to consider:

1. Use an in-depth work style and personality
assessment during the hiring process and
for current staff.

2. Use the data to manage, which in turn will
reduce the learning curve for new hires and
help to better understand current staff
members.

3. Place individuals in positions that they can
succeed in based on their strengths.

4. Take the time to constantly mentor and cre-
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ate plans to help individuals grow.

5 Identify traits of individuals that you want
in your organization and target those indi-
viduals through specific messages in ads,
on the web, through networking and asso-
ciation gatherings.

For your A players (your major contributors),
play to their strengths and help them grow. Don’t
ignore them just because they are doing well.
These are the individuals that if they don’t feel
engaged in helping the organization to continue to
grow and improve, they’ll leave.

For your B players, nurture them through men-
toring so they can become A players down the
road. For your C players, measure and possibly
remove them if they are eating up your time.
Never spend 80 percent of your time and energy on
the people who are producing 20 percent of your
results.

Peel the Onion

But don’t write those C players off too fast. A
small hotel chain had reservation reps that were not
meeting the volume level that was being required.
The manager thought they were just C players and
was a very unhappy camper with his team. That
person was placed in a different department and a
new manager came in who sat down with each indi-
vidual and then with the group. She discovered that
24 hours before a guest was going to arrive at the
hotel property that a high percentage were calling
in to verify the reservation and to get directions.
This used up valuable call time, so as a team they
brainstormed together and came up with a brilliant
idea. Since the reps were asking for email address-
es why not send an email confirmation 24-48 hours
prior with a fun page welcoming the individuals
and include links for weather and directions.

Guess what happened? Calls were reduced and
the reps were able to take more calls for new reser-
vations with less hold time. All because the man-
ager took the time to ask questions to peel the

onion back to identify the underlying issue. When
the reps were asked why this topic hadn’t been
addressed in the past they simply responded, “No
one asked and we never thought of it”.

Set Your Sights on the Future

Make the most out of this business time frame
by helping others in your team to be successful,
build a positive reputation, ask your team for ideas
and contribute to the well being of the entire organ-
ization, train staff to mentor others and be on the
look out for adding fresh talent to your team!
Remember, it is important to be precise in what
you are looking for and do a thorough job inter-
view by asking probing questions, doing reference
and background checks and utilizing an in-depth
work style and personality assessment.

This is the time to set your sights on the future,
deal with the present by supporting your team and
ask for input. Set your organization on a course for
long term success by using proactive and collabo-
rative mentoring, management and vision. We’d
love to hear about your successes.

To get a free copy of the Personics Matrix form
which can help in working with your team and for
new hire selections please click here.

If you’d like more information on this topic,
you can order the book, Cracking The Personality
Code by visiting www.crackingthepersonality-
code.com. Or if you have additional topics you’d
like wus to address, please email us at

STARRORYS

AUTO PARTS & RECYCLING
Serving lllinois and Beyond Since 1946

800-437-1770

E-mail: stafrdused@aol.com 900 North Main Street
Local #: 630-892-4218 Montgomery, IL 60538
Visit our website www.staffordsautoparts.com
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reception@lighthouseconsulting.com or visit our
website, www.crackingthepersonalitycode.com.

Dana Borowka, MA, CEO and Ellen Borowka, MA, COO
of Lighthouse Consulting Services, LLC have over 25 years
experience in the area of business and human behavioral con-
sulting. They have been helping organizations both nationally
and internationally in raising the hiring bar through using in-
depth work style assessments. They are nationally renowned
speakers and radio personalities on this topic. They have built
a well recognized organization that provides expert interpreta-
tion of in-depth work style assessments during the hiring
process, providing a variety of workshops and assisting those
with communication challenges. They are authors of the book,
“Cracking the Personality Code”. To order the book, please go

to www.crackingthepersonalitycode.com.

If you would like additional information on this topic or
others, please contact your Human Resources department or
Lighthouse Consulting Services LLC, 3130 Wilshire Blvd.,
Suite 550, Santa Monica, CA 90403, (310) 453-6556,
dana@lighthouseconsulting.com & our website: www.light-
houseconsulting.com

Lighthouse Consulting Services, LLC provides a variety of
services, including in-depth personality assessments for new
hires & staff development, team building, interpersonal & com-
munication training, conflict management, workshops, and
executive & employee coaching.

Reprinted with permission provided by Lighthouse
Consulting Services, LLC.© 2009 The information contained
in this article is not meant to be a substitute for professional
counseling.

Berlinsky Scrap Corp.
Joliet, IL
815-726-4334

Car-Part.com
Ft. Wright, KY
800-347-2247/859-344-1925

Chicago Industrial Catalytic
Lincolnshire, IL
312-914-6666

Donate A Car 2 Charity
Escondido, CA
760-755-2071

General Core Supply, Inc
Chicago, IL
773-767-6600

Hollander, A Solera Company
Plymouth, MN
800-825-0644

Induction Innovations, Inc.
Gilberts, IL
847-836-6933

Insurance Auto Auctions
Westchester, IL
708-492/7000

ASSOCIATE MEMBERS

Please patronize all our Associate Members who generously support ATRI throughout the year.

James Environmental
Round Rock, IL
512-244-3631

Market Financial Group
Shaumburg,
847-398-7060

Quad City Salvage Auction
Oswego, IL
630-897-8000

The Rogers Group
Family Business Success
Glenview, IL
847-562-8992

Stormtech Inc.
Campbellsport, WI
920-533-5271

Treadstone Tire Recycling
Joilet, IL
815-726-4644

Trissel, Graham & Toole, Inc.
Insurance & Risk Management
Sterling, IL
815-625-0027

United Recyclers Group
Centennial, CO
303/367-4391
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111 Salvage, LLC
Granite City
618-344-9922

A+North Ave, Auto Parts
Wreckers and Recycling
Villa Park
630-832-1936

A Afford Auto Parts, Inc.
Joliet
815-722-9072

ABC Auto Parts & Sales Inc.

Riverdale

800-458-7838/708-389-1456

Aero Auto Parts
Chicago

800-371-2620/773-483-2625

Auto Acres Used Parts, Inc.

Milan
800-322-1388/309-787-6111

Auto Parts City, Inc.
Gurnee
847-244-7171

Available Auto Parts
Decatur
800-252-0780/217-877-1000

B-Auto Parts
East St., Louis
800-851-3157

BC. Automotive, Inc
Zion
800-452-6768/847-746-8056
Big Top Auto Parts

Ford Heights
708-758-6433

Bionic Auto Parts & Sales Inc.

Chicago
800-626-9618/773-489-6020

Bryants Auto Parts & Recycling

Westville
217-267-2124

C & J Auto Parts, Inc.
Chicago
800-783-8121/773-523-8121

City Auto Wreckers
Aurora
630-898-2900

Coultas Recycling Company
Danville
217-443/0510

Decatur Auto Parts
Decatur
800-728-8733/217-877-4371

Elgin Super Auto Parts
Elgin
847-695-4000

Fierge Auto Parts
Quincy
217-224-3000

Geiger Truck Parts
Watseka
815/432-4944

1-55 Auto Salvage Inc.
Channahon
815-467-2938

International Auto Brokers
& Sales Corp.
Palatine
847-776-0680

Junction Auto Parts/
Graceffa Co., Inc.
Caledonia
815-765-2731

LKQ, A-Reliable Auto Parts
Blue Island
708-385-5595

Mack’s Auto Recycling, Inc.
Urbana
217-367-6219

Neal Auto Parts
Peoria
309-673-7404

New Cats Auto Parts
Chicago
773-947-0500

Ogra Auto Inc.
Chicago
773-804-1771

Rhodes Auto S/S/S Inc.
Streator
815-673-3737/800-548-9151

River Valley Recycling, LLC
Kankakee
815-928-8300

Rockford Auto Parts, Inc.
Rockford
815-964-3396

Route 14 Auto Parts
Woodstock
815-338-2800

Sarabia Auto Parts
Chicago
312-927-6262

Scotty’s Auto Parts
Virginia
800-346-4540/217-452-3081
Shelby & Sons, Inc.

West Frankfort
618-932-3083

Southwest Auto Salvage, Inc.
Lockport
815-723-6878

Speedway Auto, Ltd.
Joliet
800-437-8733/815-726-0666

Stafford’s Inc.
Montgomery
800-437-1770/630-896-1342

Tom’s Auto Inc.
Hainsville, IL 60030
847/546-5422

Whittaker Salvage
Earlville
815/246-7019

Y-Yard Auto and Truck, Inc.
Effingham
217-536-6116

Join us today and see what we can accomplish together!
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Making Successful Changes
By Ellen and Dana Borowka

I’m sure you’ve had times in your life when
making a change becomes a big challenge. Perhaps
you want to change how you deal with certain sit-
uations or a part of your lifestyle like your diet or
exercise. Change is very difficult no matter what
we want to change. We start out with good inten-
tions then for one reason or another; we go back to
the way we’ve always done something. So, how do
we make changes that stick?

What is blocking change?

Well, the first piece of the puzzle is looking at
what is blocking the change. Sometimes, we just
want a problem to disappear, so we make changes
as a “fix-it” solution. Fix-its are rarely good
changes as they are usually based on unrealistic or
unreasonable expectations of a situation or our-
selves. Like those times, when we may have
stopped eating altogether to lose some weight or
took a vacation to fix a troubled relationship. First,
it helps to take a realistic view of the situation to be
changed and have an understanding of the limita-
tions and strengths involved.

Understanding our limitations

For example, if you want to change a troubled
relationship, whether family or work, one should
have realistic expectations of both one’s self and
those involved. It would be frustrating and
unhealthy to expect to be able to change another
person or control the relationship to make every-
one happy. We can only change our own behavior
and ourselves. It’s important to have a balanced
perspective of the situation. We can’t expect to
make magical changes or to ‘save’ those around us.

At the same time, we should not try to underesti-
mate our strengths and abilities. If you have trou-
ble evaluating the situation, then be sure to get
feedback from unbiased and supportive friends,
counselors or clergy.

Finding our focus

Sometimes, we want to change something that
is so big that we feel overwhelmed. So, we end up
either trying to put band-aids on this big problem
or give up altogether. It’s helpful to focus only on
parts of the problem and take one piece at a time.
For example, let’s say an individual doesn’t feel
good about him or her self. If that person would try
to change everything at once, he or she would
probably give up. An alternative would be to pick
one thing to change, like shyness, and focus on that
first. However, whenever making changes in one’s
self, please get a realistic viewpoint from others.
We are often very demanding of ourselves and may
try to change what doesn’t need changing at all.
This violates our true self - our style and sense of
being, because we deny who we are. Sometimes,
the change we have to make is appreciating who
we are and that is a big change!

What are my motives for change?

Once you have focused on to a specific and
manageable problem, ask yourself some questions
about it. Why do you want to change it?

What about the situation do you want changed
and why? What are you expecting to get out of this
change? At this point, motives for the change need
to be examined in depth to see if they are healthy
reasons. For example, if you want to lose weight to
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please others or because you don’t like yourself,
then there may be bigger issues at stake. Look at
what is underneath the problem and ask yourself,
"What is really bothering me about this situa-
tion?"” These issues need to be looked at.
Otherwise, the change would only be at the sur-
face, and surface changes do not last very long nor
solve the real problem.

Taking small steps to change

Next, consider one small step you can take to
begin the change process. An old Chinese proverb
says, "The man who removes a mountain begins by
carrying away small stones." Change is much eas-
ier and less scary when it is done in small steps.
For example, to work on shyness, one might begin
by saying hi to the neighbors or the cashier at the
supermarket and work up to small, light conversa-
tions with others. Then eventually build up to pos-
sibly joining a club and participating in activities
or committees. The key is taking small steps in
change, rather then overwhelming, sweeping
changes. A good example of small changes is when
I wanted to get back into doing artwork, but froze
when I sat down in front of the blank canvas. So, |
started out with using crayons and letter-sized
paper, and just making shapes and using different
colors together. 1 told myself that the end result
doesn’t matter (lessening expectations and self-
judgement), and what was important is the experi-
ence of creation (refocusing on the true need). This
made the process less intimidating so I could get
back to something I loved so much. From those
small steps, I moved on to using different materi-
als and techniques while feeling more confident in
my artistic abilities.

Slow change creates

significant progress

Once you have discovered a good small step -
put it into action. Depending on severity of the
problem, one may need to start out very slowly

with the first step and repeat a few times for signif-
icant progress to be made. For example, if one is
very shy, the first step might be repeated once or
twice a week, and work up to doing it daily until
one feels more comfortable to move onto the sec-
ond step.

Celebrate and record your progress After each
step, celebrate your small step even if you feel the
result was not as you expected. Remember that
when you first started learning something new, like
riding a bike, you probably didn’t do it perfectly. It
took patience, practice and perseverance. Celebrate
your courage, the experience of change, and your
desire to take care of yourself. It is important to
celebrate and appreciate yourself when you are in
the change process. Record your progress and
achievements. This can instill a sense of accom-
plishment as well as help to identify any further
trouble spots in your progress.

Support is a necessity

Most of all, support is crucial during change.
Seek support and feedback from understanding
friends and others. Find a friend who shares your
goals so you can help each other in making
changes. Recognize that change is very hard and
scary. As I said previously, we are very demanding
on ourselves. We expect ourselves to be perfect and
handle everything with ease. In actuality, we are
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human. It is ok to struggle and to be afraid as long
as we don’t allow the fear or obstacles to block our
progress. Give yourself support by challenging
self-criticism, and telling yourself nurturing state-
ments daily. Some examples of a nurturing state-
ment are, “l appreciate myself for who I am” and
“It’s ok to be imperfect.”

Fear of failure

Finally, a big obstacle for change is our natural
fear of failure. There are two quotes that can give
us perspective on failure. The first is, “Failure is
never final! The only time you can’t afford to fail
is the very last time you try. Failure does not mean
we should give up; it just means we have a reason
to start over.” (Don Shelby) The second, by Samuel
Johnson, “Great works are performed not by
strength but by perseverance.” We may get frustrat-
ed or disappointed, and yet, we need to venture on
in spite of these obstacles. Change comes through
with patience and determination to overcome the
challenge that has confronted us.

Dana Borowka, MA, CEO and Ellen Borowka, MA, COO
of Lighthouse Consulting Services, LLC have over 25 years
experience in the area of business and human behavioral con-
sulting. They have been helping organizations both nationally
and internationally in raising the hiring bar through using in-
depth work style assessments. They are nationally renowned
speakers and radio personalities on this topic. They have built
a well recognized organization that provides expert interpreta-
tion of in-depth work style assessments during the hiring
process, providing a variety of workshops and assisting those
with communication challenges. They are authors of the book,
“Cracking the Personality Code”. To order the book, please
go to www.crackingthepersonalitycode.com.

If you would like additional information on this topic or
others, please contact your Human Resources department or
Lighthouse Consulting Services LLC, 3130 Wilshire Blvd.,
Suite 550, Santa Monica, CA 90403, (310) 453-6556,
dana@lighthouseconsulting.com & our website: www.light-
houseconsulting.com

Lighthouse Consulting Services, LLC provides a variety
of services, including in-depth personality assessments for new
hires & staff development, team building, interpersonal &
communication training, conflict management, workshops,
and executive & employee coaching.

Reprinted with permission provided by Lighthouse
Consulting Services, LLC.© 2009 The information contained
in this article is not meant to be a substitute for professional
counseling.

Update on lllinois Mercury Switch

Removal Program
by Becky Jayne

Update on GM Participation in ELVS

We are pleased to report that “Old” GM has
rejoined End of Life Vehicle Solutions (ELVS).
“Old” GM was not a member of ELVS between
July 1, 2009 and October 26, 2009. As a result
recyclers were not reimbursed for GM switches
they turned in during that time frame. Payments
have resumed, and ELVS will be issuing checks for
switches received after June 30, 2009.

Annual Reports

We are frequently asked if auto recyclers must
send Illinois EPA an annual report if they already
submitted removal logs with their bucket of mercu-
ry switches. The answer is “yes.” Under Illinois
law, facilities are required to provide information
on the number of vehicles processed and mercury
switches removed by make, model and year. The
purpose of the annual report is to help the state
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evaluate and report on the progress it is making in
keeping mercury out of the environment.

Reimbursement

If your facility wants to be reimbursed for the
switches removed, it must include a copy of the
removal log in the bucket of switches sent for recy-
cling. Removal logs must be kept on site for three
years.

Replacement Buckets
ELVS requires participants to call

Environmental Quality (EQ) for a replacement col-
lection bucket. To order a replacement bucket,
ELVS recommends that facilities call two weeks in
advance before sending in a bucket for recycling.
This will ensure that your replacement bucket
arrives in time. The phone number for EQ is 734-
547-3587.

Becky Jayne is an Environmental Protection
Specialist with Illinois EPA. If you have any ques-
tions about the Illinois Mercury Switch Removal
Program, please contact her at either
Becky.Jayne@illinois.gov, or 217-524-9642.

Our Changing Industry
By Bob Hoffmann

Everyone working in our industry is acutely
aware of the fact that changes continually take
place.  Vehicles change, Processes change,
Technology changes, Laws change, Customers atti-
tudes and needs change, but most importantly, the
people change.

Back in 1984, when I first accepted employment
in our Auto Recycling industry, it seemed like many
of the old “industry leaders” were leaving, and many
new leaders were coming forward. As time passed
I came to realize that this is an ongoing situation,
and perfectly normal. There are always some folks
who seem to have been involved at state and nation-
al association levels “forever” that are leaving, and
that is generally noticed. At the same time, and
often less noticeably, other individuals begin to get
involved and work with those that have not “been
around forever”, but are no longer completely new
to leadership positions.

This process has served auto recyclers well for
many years, and our industry has been blessed with

an abundance of very dedicated individuals who
have worked to help all of us survive a vast array of
changes.

Now, as it is my time to leave, it’s good to see a
lot of young men and women who are coming for-
ward to lead the auto recycling industry into the
future.

I began my career in auto recycling after 25
years of working in new car dealerships, and so, got
a late start as compared to the many second and
third generation auto recyclers that I’'ve met along
the way. Even so, I've witnessed and adapted to a
multitude of changes in our industry over the past 25
years. Some folks have even said that I caused or
affected some of those changes. I take that as a com-
pliment.

With all of the changes, I am glad to be able to
say that one of the very first things that I realized
about auto recyclers has not changed. It is the fact
that while they are competitors in the marketplace,
for the most part they still tend to help each other
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through the sharing of knowledge gained from expe-
rience. This is most evident at state association
meetings and at the annual ARA convention, but it
happens everyday as well.

Personally, I've been fortunate enough to have
attended many state, regional, and national conven-
tions and seminars, and also to have had the privi-
lege of serving numerous terms on the Board of
directors of CARS of WI. What I know today about
our industry and its relationships with the auto
repair and insurance industries is little more than the
accumulation of bits of information gathered over
the years from industry leaders and combined with
the results of some of my own experiences. I've
always tried to share this with others in our industry,
and, if I was successful, I trust that they will share
their accumulated knowledge with the young people
who will be leading auto recycling into the future.

I’ve never been a salvage yard owner, just an
employee, but I’ve always made it a point top try to
associate with the people who were leading the
industry, both locally and nationally. I’ve often won-
dered why I was welcomed by these leaders, but I
can honestly say that I would never have been able

to accomplish most of what I have over these past
years if it weren’t for the support and the friendship
of all of those people.

In leaving I can only suggest one last time to all
business owners that you take advantage of what
your state association and ARA offer, and that you
make it a priority to get your key employees
involved in the industry, not just employed at a sal-
vage yard.

My “retirement present” from the auto recycling
industry is; the people I've met, the knowledge I've
gained, the friendships that have developed with
great people all across the country, and a wealth of
great memories.

My immediate plans include “unwinding” in
Lake Havasu City, Arizona, Dec through April, and
a 3-4 month “camping trip” in Alaska next summer.

After that I may decide to try to establish a way
to again work with auto recyclers in some fashion,
but I'm reasonably certain it will not involve full
time employment.

In the future I can be reached at 715 356-5941,
just leave a message and I’ll return your call when I
get off the golf course, back from fishing, or home

from whatever trip I might be on

You are able to bid insurance
company salvage on the
QRP Vehicle Management System.

Q{P

Drwcte Mandeement Systen |

Phone 888-241-0294

P.0. Box 618 ¢ Tomahawk, WI 54487

Licensed auto recyclers that are ATRI members:

Illinois salvage
currently
available for bid

Contact QRP about salvage acquisition
opportunities in Illinois through the QRPVMS program!
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when you call.

I wish you all good health,
happiness, and prosperity,

Bob Hoffmann
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“Bite off more
than you can cheuw,
then cheuw it.
Plan more than
you can do,

then do it.”

Anonymous
Attitude is Everything
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Save The Date!!! Save The Date!!! Save The Date!!!

“Come to the Best in the

Central Midwest!”

April 30 - May 1, 2010
The Central Midwest Auto Recyclers

Convention & Trade Show
Des Moines, IA

Brought to you by the Automotive Recycler Associations of:

lowa, Illinois, & Indiana

Invited to this spectacular event will be the recyclers of:
Iowa, Illinois, Indiana, Missouri, Kansas, Minnesota,
Nebraska, Wisconsin, and South Dakota

Saturday Night Demolision Derby SCAZS
Parking

Wow!:!!

An event you don’t want to miss!!

Events will be held at

the Varied Industries Eg“glt(;rs .rec:lve:l: . -
Building at the Towa xclusive trade show hours

Errve ]9 tho (Cramirice s v Listing on show website

in Des Moines, IA For exhibit information please contact:
Michelle Lechner 877/880-2874

Watch your mail for more details! or Kelly Salseg 515/945-5516

Save The Date!!! Save The Date!!! Save The Date!!!
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Wattery Dales @OO O

12320 South Page ® Calumet Park, IL 60827

We Buy and Sell Batteries w

Consider Battery Sales for: I
Low Prices = 30 Day Payment
Guaranteed Product Free Delivery
New Batteries @ Scrap Batteries Removed
Refurbished Batteries : 25 Years Experience

All the Power at Half the Price
Call: 708-489-6645




